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With the deepening of economic globalization in recent years, stretching the 
competition is a way increasingly stretching intense among commercial banks. A 
large part of the profits of commercial banks is created by the company customers. A 
reasonable evaluation of the value of corporate customers is the focus of commercial 
bank management company customers. The relationship between banks and 
enterprises no longer is mere relations of cooperation, but should be a common profit 
partnership of mutual cooperation. On one hand, the enterprise bank is profitable, on 
the other hand, the Bank provide more quality services to the development of 
enterprises. This paper study customers of the Bank of China branch in Fuzhou. This 
article includes the following aspects. First ,theoretical research on the Theory of 
customer value. Second, the A customer evaluation study of status of the company of 
the Bank of China branch in Fuzhou is introduced. Third, a Company of customer 
value evaluation system established according to previous studies. Then, evaluation 
system is established. Lastly, in accordance with different customer groups, we 
develops the development of customer relationship development strategies and 
marketing programs. 
Through the establishment of the Company's customer value evaluation system, A 
Branch could subdivide corporate customers in a scientific and rational way. A 
Branch could also use marketing management measures in different customers. In 
addition, the resources could apply to high-quality high quality customer.  
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设计相关问卷，收集所需的数据，同时结合 A 支行目前经营数据建立模型 
（3）实证研究法 
结合文献研究与问卷研究，提出实证研究模型，并进行实证检验，之后在
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